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Executive Summary 51 #f# % (EIERR 5, WETERENE, £ 2 HAR)

General Company Description: /& /148

- What business will you be in? /\ S|4 =

- Mission statements (optional) & & {5 e

- Company Goals and Objectives /\&] 5 A1 H 1Y

- Business philosophy: What is important to you in business? ‘= pg#TE2 - ¥}
TRHYAE RS, S S B HY?

- To whom will you market you products? & /RHY B FEZE

- Describe your industry. How will your company be poised to take
advantage of them f#LIRFTEHYTSE, IRAMEMIEIE T2

- Describe your most important strengths and core competencies 7t /R
(BN PR

- Legal form of ownership 2\ |45 FEFIEEHE =L

Products and Services: 7 fn AR
- Describe in depth your products or services ZF4H 1144 2 ShEk A 1%
- What factors will give you competitive advantages or disadvantages? [t
BRI G744 3 P LA IESEEC R R
- What are the pricing, fee or leasing structures..? gt/ E (& ¢1r]

Marketing Plan mfit5#EE 13
Market research (primary and secondary): Hit5:H&
- Primary — your own data 55— F1Y - B CUUEVE RS
- Secondary — published information 28 — 1Y - /\BRAVE R S

Economics (facts about your industry) & 5dE (FTE{TE0R0):

- Market size Hii5#H 5

- Your market share {R{589 755 %

- Market demand 73535 3K

- Market trend 735848

- Growth potential 2% =&

- Barriers of entry AfTRERE 41 SRS ~ SRR - THIRHI%E

- How will you overcome the barriers? %[1{n] 7¢ iz 2 L [RitE

- Impact to your business (from change of technology, government
regulations, economy, your industry) R4 EAH R ENERF (A BHHY
- BURRAD - 8OBIREE - B TES)




Products jE
- Features and Benefits T_gEELR s ((E&E VA EH RE); E&RE{]?

Customers % 1

- Target individual customers (age, gender, location, income level, social
class and occupation, education, etc.) H#Z(E A& (@ ~ MR ~ #
B~ A~ HETERE - BEE - BES)

- Target business customers (industry, location, size of firm, quality,
technology, etc. ) HIERGSEE = (1736 ~ iR ~ AFMEE ~ a8 ~ BHYE
%)

Competition %+

- Major competitors (names and addresses) = 25 F 5T (LN A FIHIALE)

- Indirect competitors f&#E5: F ¥ T

- Niche {8152 &

- Strategy (F|FH{E5 2 F2) filE iR SR

- Promotion E{# (8L - EEER - AHIHEE)

- Promotion budget & {HZ& THE

- Pricing 7EE

- Proposed location & pEiEh (3238 ~ AR ~ JHEE ~ AL

- Distribution channels 73 #42EE

- Sales Forecast (include best & worst scenarios) 58 FER (FE & HE 7 G-l
RIEAVEMN)
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Operational Plan & 751 &(-- H & #E IR
- Production (products or services produced) 4z (7 hE IR S)
- Location {EZEMIEL (NYMEER ~ 3% ~ %)
- Business Hours "= 2£1% ]
- Legal Environment jE{:Ia5%
- Personnel A JJ&
- Inventory &%
- Suppliers ALFERE
- Credit Policies &R S
- Managing your Account Receivables FEUZIRIZSE
- Managing your Account Payable JE{RIZEE

Management and Organization ‘& P F14H %%
- Professional and Advisory Support (e.g. board directors, management
advisory board, attorney, accountant, insurance agent, banker, consultant,

mentor and key advisors, etc.) EF A HFIEEMAY 1% - (W EEFHK
o1~ BRI ERR - A - gEthD - CRbREERT  SR1TR - RERRTS)




Personal Financial Statement {f& A 4755 %
- for each owner and major shareholder 5 3= 13 ZERF B

Startup Expenses and Capitalization Gz EIEFIREA
- contribution by each investor and ownership percentage &2 R BV E

HE R LR
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Financial Plan B4 7%z1#
- 12-month Profit & Loss projection 2k 12 (i H i 7 {825 THET
- 4-year profit projection (optional) 2K 4 F&FTEET (FEERY)
- Projected cash flow T340 150
- Opening day Balance Sheet FHZERF Y& E & (B
- Break-Even Analysis &5 EH# 55T

11.

Appendices (e.g. advertising materials, industry studies, market research studies,
copies of lease and contracts, maps and photos of location, list of assets available
as collateral for a loan, detailed lists of equipment owned or to be purchased, etc.)
b (20: EEEEEEAR ~ 1758 ~ TEstaRss - THARIGWEIA ~ 2R hEs
HEAIAE R~ AR R SRR EZE - B BEBCEHEBE S5 ESE)

12.

Refining the Plan—The above is a generic business plan template, you should
refine your plan accordingly depending upon your purposes. [l _F- 2 pgEs
HIE VA ARG E - (RIETE A RN & G EE

For Raising Capital N &S EEE:

For Bankers: $R{TE%KX
- Amount of loan needed &5 %H
- How the funds will be used %[1{a] {5 FH 2% 255k 1E
- How will it make the business stronger [FEEE41{r 177 Bh 4 =35
_—

- Repayment terms #ZEFX (&K
- Collateral offered F&FH

For Investors: =& H
- Funds needed in short-term or 2 to 5 years 45HAE; 2 £ 5 £NREES
- How the fund will be used 4[1{a] {5 FH 2% 53418
- How will it make the business grow [ 2241 {n] 7 Bh 4 = 3%
- Estimated return on investment JEEREE 2%
- Exit strategy for investors & & & B EEE
- Investors ownership and management control to the business #& & HIA%
I RIE TR




For Type of Business FI N [EE VA&
Manufacturing #l&3

Planned production level &4 & # =

Prices per product line A= FERA

Gross profit margin 2= FEF]E

Production capacity 4=z JJ

Purchasing and inventory management Sl 7 HH

Services Businesses fg#52¢

Key competitive factors I Zisi [N 2

Pricing W&

Quality control & &%

How to measure labor productivity #[{a[z+E4: & 1]

Credit, payment and collection policies {ZF] ~ 45 M USSR ELS
How to keep client base #1{o]{R{FE& &R}

High Technology Companies =fH%/\ 5]

Industry outlook {TZERj&

Information systems 5 5 &t AE A3 FE (DRI 55 s

Strength of research and development Hf52EiZSfEAYEE

How does the company protect intellectual property, avoid technological
obsolescence, supply necessary capital, retain key personnel, etc /5] %[1A]

PREEHIREERE ~ BEREOEE - MR ES - REERATE

Retail Business E&E4: =

Company image /&5

Pricing #{a] E{E

Inventory level &7

Customer service policies % RS ESR
Location & gL

Promotion 4 {H
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